Die Dokumente auf EconStor dürfen zu eigenen wissenschaftlichen Zwecken und zum Privatgebrauch gespeichert und kopiert werden.
3 accuracy is a key concern for legislative and policy-making bodies.
Opponents of IPLs, however, argue that item pricing is inefficient and costly because of the excess labor needed to place new price tags on items when prices change. 13 Some have even suggested that the item pricing requirement and its costs may prevent new store openings.
14 Although IPLs have been around for almost 30 years, there are no academic studies of their costs. This limits our ability to assess the efficiency of these laws through comparison of their costs and benefits. The goal of this study is to fill this gap in the literature. On the cost side, we assess the effect of IPLs on retail prices. We posit that IPLs lead to price increases because they increase the cost of pricing as well as the cost of price adjustment. This would be true even if the market is competitive because all stores operating under the IPL requirement are subject to the same cost increase.
To test this prediction, we collected retail price data at supermarkets facing IPLs and supermarkets not facing IPLs, with the restriction that all sampled stores be located in geographical proximity with each other, and operating in similar markets and socioeconomic areas. We also collected retail price data from supermarkets that face IPLs but are exempted from the item pricing requirement because they use ESL systems. ESL systems, albeit adding some overhead cost, are believed to save labor costs related to IPLs, allowing these data to be used as a control.
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The Tri-State area of New York, Connecticut and New Jersey offers a natural setting for studying the effects of IPLs because these states are geographically connected to each other, have similar markets and socioeconomic characteristics, have many of the same supermarket chains, and yet vary in their use of IPLs-New York has an IPL, New Jersey does not, and Connecticut has an IPL with an ESL exemption.
We collected two sets of price data, the first emphasizing the breadth in coverage across products while the other across stores. We find consistent evidence across products, product categories, stores, chains, states, and sampling periods, that the IPL store prices are higher than the non-IPL store prices by about 20¢-25¢ or 8.0%-9.6% per item, on average. In stores with ESL systems, and which are thereby exempt from IPLs, prices fall between the IPL and non-IPL store prices: they are lower than the IPL store prices by about 15¢ per item, but are higher than the non-IPL store prices by about 10¢ per item, on average. ESL systems allow the retailers to manage prices more efficiently but they are also costly. The finding that the ESL store prices fall in between the IPL and the non-IPL store prices, therefore, supports our interpretation of the cost effects of IPLs on prices.
To quantify the IPLs benefits, we focus on the size and the frequency of price mistakes that have been documented in the existing studies. We quantify the benefits of IPLs by conservatively assuming that IPLs prevent all price mistakes these studies have identified, and nonetheless find that the costs of IPLs are an order of magnitude higher than the benefits. We conclude, therefore, that the IPLs are inefficient: they seem to harm the consumers even though their primary goal is to protect them. This resembles previous studies on consumer protections laws, and laws regulating information provision, which have found that their costs exceed their benefits. 16 For example, Peltzman's (1972) study of the FDA found that increased regulation in the 1960s had limited benefit but large cost. We 13 For example, according to one retailer, "I have been in retail for over 15 years… The pressure that is put on the employees to price the items, and the time and labor invested to comply with the laws could be better used to provide the customer service the consumers complain they do not have." Source: an anonymous posting at www.michiganvotes.org, 12/10/2002. 14 "…Aldi, a German company…, will not open stores in areas where grocers must place a price sticker on each article for sale. The company maintains that the labor costs for item pricing are too high to maintain profit margins" (Deborah Moore, Albany Business Journal, Albany, NY, July 13, 1998, www.albany.bizjournals.com. 15 See Milyo and Waldfogel (1999) . 16 See, for example, Benham (1972) , Beales, Craswell and Salop (1981) , Gerstner and Hess (1990) , and Rubin (1991) . 5 take between 2.2-5.5 seconds per item. This figure does not include item pricing verification, which is done after every item-pricing session. Thus, item pricing an individual item might take only few seconds, but given the large number of items a large US supermarket carries, these figures add up.
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The effect of IPLs on the cost of price adjustment is subtler. Clearly IPLs increase the costs of price adjustment by forcing firms to replace the price tag on every item when a product price is changed. Levy, et al. (1997 Levy, et al. ( , 1998 ) study the impact of IPLs on the cost of price adjustment at five large US supermarket chains, one of which operates under IPLs. Their findings, which are reported in Table 1 , indicate that the menu cost in the IPL chain is $1.33, in contrast to $0.52 in the other four chains. Thus, the menu cost at the IPL chain is more than 2½ times the menu costs at the other four chains. 24 Moreover, at the IPL chain, the average weekly frequency of price changes is only 1,578, in contrast to 3,916 at the other four chains. 25 Thus, the IPL chain changes its prices only 40 percent as frequently as the other four chains, on average. Further, an IPL clause at the state where the specific IPL chain is located, gives the retailers an exemption from item pricing requirement on 400 products (see Table 2 ). As the figures in Table 2 indicate, at the specific IPL chain, for the products that are exempted from the item pricing requirement, the weekly price change frequency is 21 percent, which is three times higher than the weekly price change frequency of the rest of the products.
The existing evidence, therefore, suggests that IPLs increase the cost of price adjustment, leading to less frequent price changes. 26 In total, however, it is not obvious whether the total costs of price adjustment will go up or down. Price changes are more costly, but done less frequently.
According to Table 1 , the total costs of price adjustment are similar at the IPL and non-IPL stores.
Therefore, if IPLs merely create larger menu costs, this will not necessarily imply higher retail prices;
it may simply mean that retailers use pricing less often as a marketing tool in their activities. 27 We, however, argue that IPLs do more to costs of price adjustment than just making them larger. IPLs actually change the nature of the price adjustment costs. That is because IPLs make the price adjustment costs depend on the volume of the products sold. 28 For example, if a firm has 4 units on the shelf, it only incurs IPL costs for 4 prices. But if the firm is planning to sell 4,000 units, then its menu costs will be the cost of changing the price tags on all 4,000 units.
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Thus, the cost of item pricing and the menu cost, both depend on the sales volume. Therefore, both are variable costs. As a result, IPLs make the retail pricing and price adjustment more expensive, giving incentives to retailers to raise prices. Even if the supermarket industry is competitive, prices will increase, because all stores in a market will be subject to the same cost increase. Thus, we predict that the prices will be higher at IPL stores in comparison to non-IPL stores. 23 We should note, however, that some products are exempted from item pricing requirements. Despite these exemptions, supermarket chains still need to attach individual price stickers to hundreds of thousands of items on a regular basis. 24 Recall the complaint of Marv Imus, that "… it takes 3 times or more to price [every item] …" (see footnote 2). 25 A recent report indicates that some retailers change price even more often. For example, Home Depot each day changes the prices of about 13,000 different products ("Smart Business: Item Pricing Laws"). 26 Thus, many price changes are not made under IPLs because of the costs of changing individual item price tags. This is costly for the sellers. But it may be harmful for consumers as well. For example, if a more competitive environment leads to more frequent price changes, then this evidence suggests that the IPLs deny consumers some of the benefits of competition. 27 Levy, et al (1997, p. 810) exclude from their menu cost estimates a sum of $44,168, which the IPL store in their sample spends on putting price tags on new items as they are brought to shelves, because it measures the cost of pricing rather than the cost of price changes. The total annual menu cost they report was about $106,000.00-$109,000, per store. This along with the item pricing cost of $44,168.00, yields annual IPL cost of about $150,168.00-$153,168, in the range of the figures reported in trade publications. 28 The traditional menu cost is a fixed cost of changing a price (Mankiw, 1985) . The larger this cost, the less frequently a firm will change its prices. Alternatively, these menu costs are sometimes treated as convex (Rotemberg, 1982; Cecchetti, 1985) , i.e., the cost changes with the size of the price change: the bigger the price change the larger the cost of adjustment. 29 Pricing mistakes also depend on the quantity sold: the greater the sales volume, the more mistakes are likely to occur (Levy, et al., 1998) .
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We also have data from two IPL chains in Connecticut that are exempted from the IPL because they use ESL systems which allow retailers to display prices and change them from a central computer via a wireless communication system. An ESL system consists of a PC, local wireless communication network, electronic labels (small LCD screens), rails, and a laser printer. The system obtains information from the store scanner database, and broadcasts it to the shelf labels. The laser printer produces the paper shelf tags and signs. The system continuously monitors the ESLs to ensure that they are present and that they display the correct information.
ESL systems yield 100% accuracy because the cash register prices are identical to the prices displayed on the ESLs as both are linked to the same database. Since 1993, therefore, the State of Connecticut exempts stores from IPLs if they install an ESL system. According to Zbaracki, et al. (2002) , ESL systems are costly to purchase (fixed cost) and maintain (variable cost). First, the system price is $125,000-$185,000 in 2001 dollars, per store. The exact price depends on the options included. Second, the installation cost is $9,000-$12,000, per store. Third, training the employees to use the system entails additional cost. Fourth, the costs of converting to an ESL system include timeloss incurred by the stores and its customers. Further, the system software and hardware require continuous upgrade as the IT systems evolve. Also, ESL systems often break down, requiring maintenance. Finally, the labels require battery replacement. Also, if the labels disappear or break down because of tampering, then they need to be replaced. 30 The ESL systems, thus have both fixed and variable cost components.
We anticipate, therefore, that because of the higher costs, the retailers that use ESL systems will have higher prices in comparison to non-IPL stores. 31 Moreover, the fixed cost component of the ESL system increases the retailers' average cost, which could be passed through on to consumers. This is because the retailers face capital constraints, as well as alternative investment opportunities, such as opening new stores or expanding existing stores, which may yield higher net present value.
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Thus, the ESL stores prices will be higher in comparison to the non-IPL store pricesbecause of the high cost of ESL systems, but lower in comparison to IPL stores because ESL systems reduce the cost of item pricing and price adjustment. We test these predictions by comparing the ESL store prices with the IPL and non-IPL store prices. Such a comparison might reveal also the extent of cost saving ESL systems offer. We should note that some of the IPL-stores and all three ESL stores operate in Connecticut, and thus some of these comparisons are not subject to cross-state variation.
IV. Data Collection Methodology
To test the above prediction, we wanted to use price data from food stores at localities with (Levy, et al., 1998) . According to Ted Phyllis, the Foods and Standards Division Supervisor at the State of Conn., however, "… it may take between 3-7 years…to pay off the cost of the system" (Source: March 8, 2004 telephone interview with one of the coauthors). To ensure timely payback, therefore, the stores that install the systems might pass some of the fixed costs of the system onto consumers. According to Grace Nome, the President of Conn. Food Association, "The system itself is very expensive and as a result small retailers could not afford it…only large retailers have adopted it and the smaller ones stick to the traditional item pricing…" (Source: March 8, 2004 telephone interview with one of the coauthors).
Connecticut (the Tri-State area) met these criteria and had other advantages as well. NY and CT have IPLs while NJ does not. In addition, CT exempts retailers from IPL if they install an ESL system.
The suburban towns of NY City in northern NJ, Westchester County in NY, and southern CT, are remarkably similar in density, socioeconomic profile, and demographics. Moreover, they are geographically close to each other. A drive from northern NJ to southern CT can take as little as half an hour. The towns have quality public schools, quiet roads with nicely sized houses, and downtown areas with a mix of small businesses, and branches of national businesses like Starbucks. These similarities make the Tri-State area a natural place to conduct our study. We collected data from these suburbs in NY, NJ, and CT. In Chart 1 we present a small map of the Tri-State area.
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Choice of Stores for Data Set I
We used two criteria for selecting the supermarket chains. The first was that the chain has stores located in the suburban areas of NY, NJ, and/or CT. The second criterion was that the chain uses Everyday Low Price Strategy (EDLP). In contrast to High/Low (HL) pricing strategy chains, the EDLP chains offer better data for our purpose because they change their prices less frequently.
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We sampled price data from three types of stores in the Tri-State area: (i) stores that are subject to IPLs (denoted as "IPL-Stores;", these stores are located either in NY or CT); (ii) stores that are not subject to IPLs (denoted as "No-IPL Stores;" these stores are located in NJ); and (iii) stores that are subject to IPLs but are exempted from it because they use ESL systems (denoted as "ESLStores"; these stores are located in CT).
Data Set I was sampled at four stores that belong to two supermarket chains, Stop & Shop and Food Emporium. Both are large chains prevalent in the Tri-State area, and both have stores of similar sizes that sell thousands of products of a similar variety. In addition, both use the EDLP pricing strategy. We collected price data at three Stop & Shop stores and one Food Emporium (see Table 3 ).
One Stop & Shop store is located in Tarrytown, NY, which has an IPL; another in Clifton, NJ, which does not have an IPL; and the third in Stamford, CT, which is under an IPL but has an ESLexemption. The Food Emporium store is located in Greenwich, CT, which has an IPL.
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We established two criteria for choosing products. First, they had to be subject to IPLs (if the store was under an IPL). Second, they had to be brand name products because their quality does not vary across stores. To make the data collection practically feasible, we limited our analysis to 15 randomly selected products in 11 randomly selected categories. These are listed in Table 4 . February 11-12, 2001 , March 11-12, 2001 , and April 8-9, 2001 . If the store was subject to an IPL, then we recorded the individual sticker price. Thus our prices do not reflect any manufacturer or newspaper coupon discount, or any other kind of promotional offer. The price collection process for data set I yielded 2,640 price observations (4 stores 4 visits 11categories 15 products), which 33 A senior manager of an ESL system manufacturer has also suggested to us (in a personal email communication) that "… CT and NY provide some of the better 'neighboring counties' scenarios" for studying the effect of IPLs on retail prices. 34 HL and EDLP refer to the general pricing strategy of the retailer. EDLP store prices are low and thus, they offer less sales or discounts. HL store prices are high but they offer more frequent discounts through sales and promotions. 35 For details on the supermarket chains and the stores sampled, their locations, and the surrounding areas, see Appendix II. Note that all stores of a chain in a given state are only of one type. For example, in CT there are no ESL and non-ESL stores that belong to the same chain. Table 3 lists these stores and their location.
In total, data set II contains 600 observations (20 stores 1 visit 2 categories 15products), which include 90 observations from ESL stores. In the two data sets combined, we have a total of 3,240 weekly price observations.
V. The Effect of Item Pricing Laws on Retail Prices: Empirical Findings
We begin by comparing the prices across IPL, no-IPL, and ESL regimes in the two data sets, starting with an aggregate level comparison and moving to finer comparisons by controlling for stateand store-level factors which might affect the prices. We follow by presenting the estimates of the average price differences and their statistical significance using linear regression analysis.
In Table 5 , we report average prices in data set I. According to the figures in column (1) of the table, the IPL store prices exceed the non-IPL store prices in each category, with an average of 25.1¢. As well, the ESL store price exceeds the non-IPL store prices by 10.1¢, on average. In column (2), we exclude Food Emporium to control for a possible cross-chain variation, and find that the IPL store prices exceed the non-IPL store prices in each category, with an average of 20.2¢. In column (3),
we conduct a within-state comparison to control for a possible cross-state variation and find that the IPL store prices exceed the ESL store prices in all but two categories, with an average of 20¢. These results hold for the vast majority of the individual products as well. For example, for 148 of the 165 individual products sampled (i.e. 90%), IPL store prices exceed the non-IPL store prices, as indicated by Figure 1 . For 128 of the 165 (i.e. 78%) individual products, the average ESL store price exceeds the average non-IPL store price. Finally, for 140 of the 165 (i.e. 85%) individual products, the average price at IPL stores exceeds the average price at the ESL stores. Thus the ESL store prices fall between the IPL and non-IPL store prices.
In Table 6 , we report average prices in data set II. In column (1), we compare the prices at 12
IPL and 5 non-IPL stores, and find that the IPL store prices exceed the non-IPL store prices with an average of 24.5¢. In columns (2)- (5), we conduct the IPL/no-IPL comparison within the same chain and thus control for a possible cross-chain variation. As before, the IPL store prices exceed the non-IPL store prices in all cases. In columns (6), (7), and (8), we compare the IPL and the ESL store prices. In column (6), where we control for a possible cross-state variation, we find that that within the state of CT, the IPL store prices exceed the ESL store prices by 16.6¢, on average. In column (7), we conduct a finer comparison by focusing on stores that are located in the same district of the state of CT, and find a price difference of 28.5¢, on average. Finally, in column (8) we make an even finer comparison as the two stores (S16 and S18) are located at the same intersection. Here we find that the IPL store prices exceed the ESL store prices by 27.1¢.
Overall, when we compare all three types of chains, with the exception of Shop Rite, we find that ESL store prices fall in between the IPL and no-IPL store prices. As before, these findings hold for individual products as well. For example, in data set II, the average IPL store price is higher than non-IPL store price for all 30 products sampled (i.e., 100%), as indicated by Figure 2 . Similarly, for 29 of the 30 products (i.e., 97%) the IPL store prices exceed the ESL stores prices. Finally, for 20 of the 30 individual products (i.e., 67%), the ESL store prices exceeds the non-IPL store prices.
We thus observe three sets of prices: non-IPL store prices, ESL store prices, and IPL store prices. Let the cost at non-IPL stores be the baseline. Then at stores in IPL jurisdictions that do not adopt ESL, the cost is about $0.25 above the baseline, while at stores that adopt ESL, the cost is $0.10 above the baseline. This set of observations is exactly what we would predict if IPLs increase costs and ESL systems can serve as a method of reducing but no entirely eliminating these costs.
Next, we estimate the econometric model, The error terms in (1) are uncorrelated across observations. Also, the specification in (1) cannot capture the unobserved variation in prices that might result from differences between stores or product categories.
37 To specify a model that can account for such variation, recall that in data set I,
we had a small sample of stores and a large sample of product categories. The main purpose of this sampling procedure was to look for generalizability across product categories. We, therefore, model the store and product factors as having a fixed and random effect, respectively.
Accordingly, we modify (1) as follows (dropping the subscript i for simplicity): 38 In (2), the error terms are assumed to be distributed normally with mean zero, constant variance, and uncorrelated. That is,
Estimation results are reported in Table 7 
ESL IPL
is -0.101, also significant at 1% level. Thus, within an IPL regime, ESL store prices are lower than non-ESL store prices by 10¢ on average.
The error covariance structure in (2) has two limitations. First, it does not take into account the fact that data set I contains four repeated observations. Although they are a month apart, their sequential nature may still lead them to be serially correlated. Second, the assumption of constant variance, 2 2 u j u E , might not hold because different categories might be subject to different market conditions. In a further refinement of (2), therefore, we control for the repeated nature of the data by assuming an AR(1) error structure, Table 7 , Regression (2, modified). The coefficient estimates for both IPL and IPL ESL variables are both significant at 1%, and their numerical values are similar to Regression (2): the IPL store prices are 21¢ higher than the non-IPL store prices, on average. Within the IPL regime, ESL store prices are 11¢ lower than non-ESL store prices, on average. Thus, the IPL store prices are highest, followed by the ESL store prices, and then Non-IPL store prices.
In data set II, we sample only two categories, condiments and households, but 16 additional stores. The reason for this design was to check the generalizability of our results across stores. We, therefore, include a fixed effect for product categories and a random effect for the store chains. 39 Thus, the regression model is given by Is a 20¢-25¢ difference big? As an absolute measure, it seems small. Consider, however, the fact the average price in our sample of non-IPL stores is $2.50-$2.71 in the two data sets. Then, the percentage price difference between the two types of stores is about 8.0%-10.0%, which seems substantial. 45 To appreciate this magnitude further, consider the following. In 2002, food represented 14% of total Personal Consumption Expenditures (Council of Economic Advisers, 2003) . 46 If we take 40 We assume heteroskedasticity for the chain effects. Stores vary their pricing and promotion policies which could lead to store specific variances. No autocorrelation correction was needed here because in data set II we only sampled once. Thus, data set II constitutes a true cross-section. 41 We did not find any significant difference in the log-likelihood figures of the two models, suggesting that the two models have similar explanatory powers. Indeed the coefficient estimates are identical within two decimal places. 42 We have also estimated a regression model for the state of Connecticut alone. The goal of this analysis was to see whether the price differences between the ESL and the non-ESL stores within Connecticut are due to the store-level unobserved factors. Using variety of zip-code, city, and county-level socio-economic variables as proxies for these factors, we conclude that the inclusion of these possible explanatory factors leave the estimation results we report here essentially unchanged. The results of these analyses are not reported here to save space. They, however, are included in the referee appendix, which is available from the corresponding authors upon request. 43 To understand the reason for this and to explore these results further, we ran the same regressions without the store effect dummies, and find that IPL coefficient estimate and significance remains unchanged. The estimated coefficient on the interaction variable IPL ESL also remains around 6¢-7¢, but it is statistically significant. This suggests that the statistical insignificance of the above coefficients is likely due to the store effects, which might be a reflection of more fundamental differences between the IPL stores that choose to adopt ESL systems and the stores that do not. Therefore, the store variables pick up all the price differences between the ESL and non-ESL stores. This finding is consistent with the results of pair wise comparisons (available from the corresponding author upon request) starting with an aggregate level comparison and moving to finer comparisons by controlling for state-and store-level factors. In that analysis we found that when the analysis focused on store-level comparisons, the price differences between the ESL stores on the one hand and IPL and no-IPL stores on the other hand, indeed, were not statistically significant. 44 We also ran a fixed effects model for both datasets. Under the specifications we have, the magnitude of the coefficients should not change, and they did not. However, for data set I, the mixed effects model resulted in a significantly better fit based on the log likelihood ratio test, 2 (1) = 8680.002, p < 0.0001. For data set II, based on the same test, there was no significant difference between the two models, 2 (1) = 0.296, p = 0.586. 45 We would obtain a similar estimate if we used an average price based on a larger sample. For example, the average price in large US supermarket chains during 2001 was about $2.08, yielding a price difference of about 12 percent. 46 Note that grocery sales include non-food items such as household and health and beauty products.
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14% as an approximation for households' grocery expenditures, then IPLs appear to reduce the real incomes of residents of states with such laws by 1.12%-1.40%, which is a nontrivial amount.
VI. Costs-Benefit Analysis of the Item Pricing Laws
Having estimated the costs of IPLs in terms of the price increases they seem to cause, we next compare them to the primary benefit IPLs are supposed to offer: help consumers notice price mistakes. To assess the benefits of the IPLs, we rely on previously documented price accuracy surveys. We consider two surveys. The first is the 1993 survey of the Money magazine, and the second is the 1998 "Price Check II" of the FTC. We choose these two because they reported the highest and the lowest amounts of overcharges per item, respectively. By choosing these two extremes, we can try to provide a range for the IPL benefit by bounding it from above and below.
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In the Money magazine survey, 30% of the stores overcharged and 7% undercharged. At the stores that overcharged, 10% of the sample reported an average overcharge of $0.069. According to our cost calculations, IPL stores charge $0.25 more per item, on average. Assuming that the item pricing protects the consumers from ever being overcharged, IPLs give them a benefit of $0.069, while it costs them $0.20-$0.25, per item. Thus, the cost of IPL exceeds its benefit by a factor of 3, and that is a conservative estimate. If we factor in the undercharges, then the net loss is even higher.
In "Price Check II," 1.36% of the items checked in food stores were overcharges and 1.06%
undercharges. The average overcharge was $0.66 and the average undercharge $0.73, per item. Thus, in a sample of 100 items, 1.36 items are overcharged, on average. At $0.66 per overcharge, that is a total overcharge of $0.90 per 100 items, or $0.009 per item, which represents the maximum benefit consumers can gain from item pricing, assuming that the IPL prevents all price overcharges.
Comparing it to the cost of IPL, $0.20-$0.25, the cost of the IPL exceeds its benefit by a factor of up to 27. Again, if we factor in the 1.06% undercharges, then the IPL's benefit is wiped out completely.
This would eliminate the ability to garner any benefits from item pricing altogether.
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If we conservatively assume that consumers dislike any price mistake, even if it is in their favor, then total benefit of the IPL would be 0.009 + 0.0077 = 0.017 (where 0.0077 is obtained by multiplying 1.06 by 0.73). Money magazine study does not report average undercharge. However, if we assume that average undercharge equals the average overcharge, and we again conservatively assume that the shoppers are 100 percent honest and thus correct the cashier even if the pricing error in their favor, then the expected benefit of the IPL will double to about 0.138. The cost of the IPL in this case will still be twice as much as the benefit.
We infer that the costs of the IPLs are an order of magnitude higher than the upper bound of the estimated benefits. Moreover, all consumers in localities with IPLs pay the costs of the laws in the form of higher prices, but only a few will ever reap the benefits. If item pricing protects consumers from overcharges, and stores overcharge between 1-2 percent of the time, then that means that a vast majority of the consumers are not overcharged. They, therefore, do not benefit from item pricing, but they still have to pay the higher prices caused by the IPLs. Further, the consumers are not equally sensitive to price mistakes, especially if the mistakes are small. 49 47 We should note, however, that the FTC's "Price Check II" study is the most relevant for our case because it was conducted in 1998 while the other studies date further back. Moreover, Price Check II is broadest as it relies on the biggest sample in terms of the size as well as the breadth of its coverage. 48 Three of the four studies discussed above, showed that on average, undercharges exceeded overcharges in total value. 49 See, for example, Reis (2006) 
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VII. Potential Biases and Other Data Measurement Issues
Despite our best efforts to collect data at supermarkets located in areas as homogeneous as possible, there might still be differences between the localities covered in terms of property taxes, land rents, labor costs (e.g., minimum wages), average household income, etc. If these differences are systematic and substantial, the estimated price differences may not be entirely due to the IPLs, and in that case our measure of IPL costs may be biased upward. For example, NY and NJ have Federal minimum wages ($5.15/hour), while CT's minimum wage is higher ($6.90/hour). 50 Similarly, there may be differences in wholesale prices despite the Robinson-Patman Act.
To address these concerns, we have conducted several additional analyses in order to try and account for some of these unobserved factors, which might be driving our results. (comparing prices at CT-IPL and CT-ESL stores) is not affected by that. Further, the corroborating evidence we offer, relying on the existing studies of IPLs' effect on price adjustment costs, as well as the evidence we offer based on the comparison of the ESL store price change data with the IPL and non-IPL store price change data, all support our findings. We recognize, however, that because of the absence of time variation in legal variables, we cannot completely rule out the possibility that "NY is just a more expensive place to do business than NJ." Similarly, the adoption of an ESL technology is endogenous, and therefore we cannot rule out the possibility that "ESL investment is more profitable in high-volume (or low-cost or price-sensitive) markets."
In our analysis, we have only focused on the IPL's primary costs and benefits. For example, on the benefit side, we focused only on prevention of pricing overcharges. 52 People, however, have cited other benefits of the law. For example, they have argued that without item pricing, price comparison would be difficult making it easier for stores to raise prices. In addition, it has been argued, shelf price labels are often difficult to read, and misplaced items make shopping harder because of the difficulty of identifying their price.
However, the IPLs do not necessarily yield all these benefits. For example, the suggestion that without IPLs price comparison would be difficult may not be valid in light of the findings of Dickson 50 It also depends on whether or not these workers are unionized. These biases, however, may not be important because the supermarket workers handling pricing tasks are not minimum wage workers. As well, from econometric estimation point of view, inclusion of minimum wage data in our regressions would not be useful because minimum wages do not vary within states, leaving just three state-level observations to work with. That would lead to similar identification problems as the inclusion of state fixed effects, as discussed in footnotes 38 and 39. 51 The results of these analyses are not reported here to save space. They, however, are included in the referee appendix, which is available from the corresponding authors upon request. 52 IPL supporters are not necessarily representing all consumers. According to Washington Post, "… out of 60 shoppers questioned, a majority of 3 to 1 favored elimination of item prices as long as prices stayed lower. Only 1/6 of the people surveyed preferred individual item pricing even if prices were not lowered." Source: "Farewell to Item Pricing?" p. 11. 14 and Sawyer (1986) who report that item-pricing does not necessarily lead to a better price recall. Also, "search consumers" will not necessarily benefit from IPLs. For them, unit price information, such as price per oz or price per liter, is more valuable. Moreover, search consumers often focus on "sales" items, which are exempted from many IPLs (e.g., in Massachusetts). Therefore, the marginal benefit of reduced search cost that IPLs offer these "price sensitive" consumers may not be large.
Similarly, the argument that retailers will have incentive to take advantage of their customers by frequent overcharging if there is no IPL is unlikely to be valid, at least not universally. This is because the stores also have powerful incentives not to overcharge. Consider the following report:
"When Payless Drug Store and Eagle Hardware & Garden in Seattle were criminally cited recently because scanner prices didn't match shelf prices, the story made the front page of the Seattle Times.
The fines facing the stores were minimal, ranging from $20 to $200, but the damage from a public relations standpoint was considerable" Hennessy (1994, p. 88 the IPLs may be denying the consumers some of the benefits of competition. From a practical point of view, however, it is unclear how one could measure these secondary costs and benefits and, therefore, how their exclusion may have biased our findings.
Another possible difficulty may be data limitations. We have 3,240 weekly price observations. Some might consider this a small sample in comparison to say, scanner data used by Peltzman (2000) , Barsky, et al. (2003) , Chevalier, et al. (2003) , or Ray, et al. (2006) . We should emphasize, however, an important difference between the two types of data. Unlike scanner data, our data were collected manually. Considering that, our sample is actually larger than the samples used in other studies. For example, Goodstein's (1994) manually sampled data contain only 450 observations. Bergen, et al. (1996) manually sampled 446 price observations. Warner and Barsky (1995) also use hand-collected price data of a similar size. Thus, our sample size, over 3,000 observations, is at least seven times bigger than the samples of these studies. 53 There is a large event study literature which finds that small regulatory events such as punishments (for example, Federal Trade Commission orders) can lead to large stock market losses. See, for example, Peltzman (1981) who studies Federal Trade Commission advertising regulations, Peltzman and Jarrell (1985) who study the effect of product recalls, Rubin, Murphy, and Jarrell (1988) , who study Consumer Product Safety Commission recalls, and Mathios and Plummer (1989) who study advertising regulation by the Federal Trade Commission. In all cases, value losses have been estimated to be much greater than direct costs to firms. These findings are typically interpreted as a loss in reputation that resulted from lying to consumers. Viscusi, for a 50¢ product the total extra cost of these state-specific warning labels was 5.4¢ per unit, which translates to 5.4/50 = 10.8 percent, a figure that is remarkably similar to our findings.
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VIII. Conclusion
IPLs seem to impose costs on all supermarkets and buyers in the localities that have adopted these laws. Only 9 US states have an IPL. An economist's explanation for why we do not see a more widespread use of IPLs would be that if people wanted item pricing, then the market would offer it without the need of the law. Nevertheless, studying the IPLs' costs, and comparing them to the benefits is important for identifying and quantifying their effects on various market participants. This paper makes four specific contributions. First, we demonstrate that IPLs will lead to higher prices.
Second, we test this prediction using transaction price data gathered from IPL and non-IPL stores.
Third, we quantify the impact of IPLs on retail prices. And fourth, using existing evidence on the accuracy of retail prices, we conduct a cost-benefit analysis of IPLs. We find that IPL stores prices are higher than no-IPL store prices by an average of 20¢-25¢ or 8.0%-9.6%, per item. We find that these costs are an order of magnitude larger than the existing documented measures of the benefits of IPLs.
This is true even if we compare our estimated costs to the largest estimates of these benefits.
We conclude, therefore, that the IPLs may be inefficient, not only from the perspective of retailers, but also from the perspective of consumers. IPLs seem to harm the consumers, even though the primary reason given by proponents for creating these laws is to protect them. Our findings suggest that the inefficiencies caused by IPLs should be more carefully considered in the public policy debates on these laws. This is particularly important now, as several US counties and states, and other countries (e.g., Canada and Israel) are in the midst of discussing the revision of the existing IPLs.
Future work could consider a wider selection of products, including those exempted from
IPLs. Comparing the prices of exempted products across IPL and non-IPL stores may reveal whether the price gaps between the two types of stores hold for the exempted products as well. 59 Future work could also consider price promotions between IPL and non-IPL stores. One implication of the costs of IPLs is that they should lead to fewer weekly promotional sales. Similarly, these IPL costs also suggest that high volume products should have fewer price changes. This suggests that gathering more data focused on price changes, rather than price levels, could help us better understand the implications of IPLs for retail pricing. There are other interesting questions that arise in the context of these laws that can be studied. For example, it may be useful to explore theoretical implications of endogenous price adjustment costs where the costs vary with the quantity sold. 58 We are grateful to Kip Viscusi for bringing this study to our attention.
Appendix I. Item Pricing Laws in New York and Connecticut
A) New York's Item Pricing Law
New York's IPL is defined in Section 214-i of Article 17 of the Agriculture and Markets Chapter in the New York State Consolidated Laws. The law begins by stating that although scanning technology is efficient and might make it economically advantageous for supermarkets to remove price markings on individual items, the legislature finds "that price constitutes an indispensable ingredient to a consumer's right to all reasonable information in order to make an informed purchase choice." The law finds that item pricing is necessary to protect consumers while electronic universal product code check out systems are further developed. It goes on to require that any store that sells food at retail has to clearly label each consumer commodity it sells with its selling price. Certain goods, like milk, eggs, produce, and single packs of gum, are excluded from the item-pricing requirement. In addition, if the store has fewer than three employees or grosses less than three million dollars in revenue annually, then it is exempt from the law. The law also says that a store cannot charge a price for an item that is higher than any item, shelf, sale, or advertised price of the item.
Next, the law details violations, penalties, and enforcement. Enforcement is left to municipal consumer affairs offices or to the municipal directors of weights and measures. If a store is inspected, then a sample of no less than fifty of the commodities subject to the law in a store are to be checked. For the first four violations, each penalty will be $50; $100 for each of the next twelve violations; and $150 for each subsequent violation, but the maximum penalty for the first inspection of the year can be no more than $5,000. However, if in subsequent inspections in a twelve-month period more violations are found, then the penalties will be doubled and there will be no maximum penalty. Failure to have a clearly readable price on three identical items of the same commodity is considered a violation. The law also allows the enforcement agent to compare the item, shelf, sale, or advertised price of an item with the price that is displayed in the computer at check out. In the case of overcharges, penalties ranging from $50 to $300 will be levied depending on the number of violations, and there is no maximum penalty. In subsequent inspections in a twelve-month period, the fines will double for violations. An inspector also has the authority to issue a "stop-removal order," which would prohibit the store from selling particular items until it can correct the violations it has with those items.
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B) Connecticut's Item Pricing Law
Connecticut's IPL is similar to New York's, although it is less detailed. Section 21a-79 of the General Statutes of Connecticut defines the state's IPL. Currently, there is a bill being considered in the Connecticut General Assembly that would update its IPL. A consumer commodity is defined by Connecticut as "any food, drug, device, cosmetic or other article, product or commodity of any other kind or class, except drugs sold only by prescription, which is customarily produced for sale to retail sales agencies or instrumentalities for consumption by individuals, or use by individuals for purposes of personal care or in the performance of service ordinarily rendered in or around the household, and which usually is consumed or expended in the course of such consumption or use."
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Connecticut's IPL states that any establishment that utilizes universal product coding in totaling a retail customer's purchases of consumer commodities, shall mark each consumer commodity with its retail price. It has the same product exceptions as New York's law, but also adds to its list of exceptions 20 alcoholic beverages and carbonated soft drinks. It goes on to state that the item pricing requirements will not apply if the Commissioner of Consumer Protection allows a store to use an electronic pricing system.
Connecticut's penalty for price accuracy errors is not as severe as New York's. It states that if an item is advertised as being on sale, then each item does not need to be remarked at the new price, but a sign indicating the sale price needs to be put adjacent to the items. If at the checkout counter a consumer is overcharged for the item on sale, then it will be given to the consumer for free.
The Commissioner of Consumer Protection is given the authority to enforce Connecticut's IPL. Penalties for violations of the law can be a warning citation, a civil penalty, or a fine. For the first offense, the civil penalty can be no more than $100 and the fine no more than $200, and there is no minimum specified. For subsequent offenses, the civil penalty can be no more than $500 and the fine no more than $1000, and there is no minimum specified. There are also no maximum amounts of penalties and fines specified.
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Connecticut's IPL does not have strict penalties for price accuracy errors in stores, while New York's IPL does. Connecticut's law also does not exempt certain businesses that gross under a certain amount in sales, like New York's law does. Connecticut's law simply says that any establishment that uses universal product coding is subject to the IPL. New York gives enforcement authority to municipalities, while Connecticut gives enforcement authority to a central state office. Penalties specified in both laws are severe for violations, but only New York specifically allows the enforcing agent to put an immediate stop on the sale of goods. New York's law details a structured penalty scheme, while Connecticut's law gives the enforcement agent more discretion.
Perhaps the most significant difference between the IPLs in each state though is that Connecticut has the electronic pricing system exception while New York does not. In fact, Connecticut is a unique state regarding IPLs. In 1992, the Connecticut legislature exempted stores from its IPL if the stores installed electronic pricing systems. The idea is that electronic pricing systems eliminate errors. Electronic labels that appear beneath goods on shelves are connected to the central computer of the supermarket. So when the price of an item is changed in the central computer, the new price is automatically displayed in the electronic label beneath that item. Besides saving thousands of labor hours and label and printing costs each year, supermarkets that use this system reduce the chances of human and scanning price errors that cause consumer mistrust and fines levied by the state. Supermarkets all over the country are increasingly using electronic pricing systems as the technology improves and its costs go down. However, in Connecticut especially, supermarkets are installing this technology to be exempt from IPLs which otherwise increase their annual costs by thousands of dollars. (S2) C Town in Ossining, NY -Located in a solo building in a small commercial area of a residential suburban community in northeastern Westchester County. The store is of a relatively small size for a large chain. Ossining, while suburban, has lower income neighborhoods that are more predominant than in an area like Tarrytown, NY.
Appendix II. Information on the Supermarket Chains and the Stores Sampled
A) Supermarket Chains Sampled
(S3) A&P in White Plains, NY -Located in a strip mall in a heavy commercial area of the small city of White Plains. The store is large. While many of the residents of White Plains are of lower income, we suspect that due to this store's location near higher end suburban communities, shoppers may come from these areas as well. White Plains is an urban city similar in size and look to Buckhead (Atlanta), but not as fancy.
(S4) Path Mark in Hartsdale, NY -Located in a strip mall in a heavy commercial area off of a busy main road that goes through southern Westchester. The store is of an average size. Hartsdale is a suburban, middle-income town that is near high income and low-income communities.
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NY, and we suspect that the shoppers are a mix of a few high income, mostly middle income, and a few lower income people.
(S6) Path Mark in Yonkers, NY -Located in a part of a strip mall in a heavily commercial area just off of the same main road that the last 2 stores are on, but much farther down. The store is of an average size. Yonkers is relatively large and has a mix of middle and low-income neighborhoods, in an urban environment. This store is near both of these types of neighborhoods, and we suspect it gets an equal number of shoppers from both.
(S7) Food Emporium in Hastings, NY -Located in a large solo building in a small and light commercial area of a small residential and suburban town in the southern part of Westchester. Hastings is a high income, small town on the Hudson River, with many quiet suburban areas, and while close to Yonkers, Hastings is a good distance away from lower income neighborhoods.
(S8) Shop Rite in Monsey, NY -Located in a strip mall in a medium commercial area that is right in the middle of many suburban areas. Monsey is in Rockland County, which is on the other side of the Hudson River from Westchester County. Monsey, which is mostly middle income, has a mix of communities from blue-collar workers to retired senior citizens to an African American neighborhood to an ultra-orthodox Hassidic Jewish community. This supermarket seemed to be the largest one and the main one in the area, so we suspect its shoppers come form all of these areas. Street Bridge, and is large in size (it is the biggest supermarket in NYC that we have ever seen, and just might be the biggest in size). Needless to say, most of the shoppers are rich New Yorkers.
(S10) Food Emporium in Armonk, NY -Located in a small solo store in a small commercial area. Armonk is a small, affluent, suburban town in northwestern Westchester right near the Connecticut border. Not near any low-income areas.
(S11) A&P in Montvale, NJ -Located in a medium sized solo building off of a main road in a residential and suburban area. This is middle to high-income town. It is right near the New York border (Rockland County) in northeastern New Jersey in Bergen County. Bergen County is one of the most high-end counties in New Jersey, if not the highest end, and is the closest county to NYC.
(S12) Shop Rite in Rochelle Park, NJ -Located in a small building in a mixed commercial and residential suburban town. It is part of a strip mall. The area seems to be more middle income and with smaller homes than many of the other areas of Bergen County.
(S13) A&P in Pompton Lakes, NJ -Located in a very large, solo building. It is located off of two main roads/highways, but is in a very suburban and residential area. Pompton Lakes is in the central part of northern New Jersey, which is Passaic County, and is not close to NYC. The area seems to be higher than middle income, but lower than high income. While suburban, the area is more spread out than the tighter suburban areas of southern Westchester County, NY.
(S14) Path Mark in Montclair, NJ -Located in a medium sized building in an underground commercial mall. Montclair is an urban neighborhood that is almost entirely lower income. In fact the area resembles an inner-city ghetto. There is graffiti on all of the buildings and many burned and abandoned buildings 24 around. Montclair is in Essex County, NJ. The store itself seemed to be in need of repair and had chipped paint and an unsightly ceiling with low hanging pipes. We don't think any of the shoppers here are of high income, with maybe a few being middle income, and most being low income.
(S15) Stop (S17) Shaws in New Canaan, CT -This store is very small for a supermarket (the smallest we went to). Shaws is also the smallest chain of all the chains we went to, having the fewest number of stores and being exclusively in CT. This store is in a small, quaint commercial area. It is actually a very pretty store in a quiet shaded location. New Canaan is a very high income and small and quiet suburban town, and is around 10 miles north of Stamford. 
